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IN THE CLAIMS: 

1 . (currently aincnded) A method for managing marketing usina a network-based 
marketing business system including a server coupled to a database in order to measure and 
manage a development of a relationship between a business and a contact said method 
comprising: 

crea ting a unilving framework to manage contact Acquisition, Closing, a nd Retention 
as a continuum; 

creating consistent contact relationship metrics across the unifying framework to 
measure progress in relationship development; 

establishi ng a deliberate, systematic process using the unifying Ixamework and 
metrics to develop relationships and execute strategy, wherein the framework, metrics, and 
proce ss are stored in the database on the server; 

creating and storing a plurality of contact relationship levels representative of a 
customer lifecycle for the framework within the database , wherein each contact relationship 
level is assigned to at least one of a plurality of marketing phase phases including 
Acqu isition. Closing, and Retention ; 

anticipating in advance and populating the database with w hieh-of a plurality of 
potential interactions between the business and the contact necessary within each contac t 
relationship level to execute a ehosen predetermined strategy to develop the relationship 
between the business and the contact; 

predefining and storing in the database which^^ at least one trigger interaction within 
the plu rality of potential interactions enable that enables movement of the contact from a first 
contcict relationship l evel of the plurality of contac t relationship levels to a second 
relati onship leve l of the plurality of relationship levels and Irom a first marketing ph ase to a 
second m arke ting phase ; 
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assigning and storing in the database a predetermined relative interaction value based 
on an anticipated relative impact and relationship enhancement c apabilities ol" each of the 
plurality of potential interactions between the business and the contact, the rciatiye 
interaction value serving as a basis of measuring interaction effe ctiveness and that relates to 
progress in developing [[a]] the relationship between [[a]] tiie business and eaeh tiie contact 
of a plurality of contacta and a voriablo coot to e ach of a plurality of potential int e ractions 
betw43eft4he-bus4Bess-^ d each contact of tho plurality of contacts ; 

assi gnina and storing in the database a predeter mined variable cost to each of the 
pjurality of potential interactions between the busine ss and the contact; 

rneasuring progress in relationship development for the c ontact within each contact 
relationship level bv receiving over a network and recording the consisten t contact 
relationship metrics of interactions, relative intera c tion value, and interaction variable cost 
associated with each actual interaction between the business and eaeh M contact ef-the 
pluralit)^ of contacts in an ongoing interaction record stored in the database on the server , 
wherein each actual interaction tho plurality of potential intoractionu havin g has an associated 
relative interaction value and variable cost; 

de veloping a data istroam for each contact of tho plurality of contact u , wherein - th e-data 
stream- trackG a cause and effect relationship botwoon tho recorded actual interactions, th e 
c o rr e::p onding -r olnti' i T int-^rn^tmn vnlim nf oach r o cordod actual interaction, the 
corresponding variable cost of each r e corded aotual - intoraotion; 

continually assigning eaeh the contact of tho plurality of contact-: to a contact 
relationship level of the plurality of contact relationship levels as each actual interaction is 
recorded in the database on the server such that the assi gned contact relationship level 
remains the same until the predefined definition of the at lea st one trigger interaction required 
for movement of the contact between contact relationshi p levels occurs: «id 

continually updating in the database on the server a cumulat ive relative interaction 
value and cumulative variable interaction cost for the contact as each actual interaction 
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occurs within the assigned contact relationship level based on the relative interaction value 
and variable cost associated with each actual interaction; 

developing an operational data stream in the database on the server for the contact, 
wherein the data stream tracks a cause and effect relationship between the recorded actual 
interactions and the corresponding relative interaction value of each recorded actu al 
interaction and tracks the variable cost of each recorded actual interaction; 

running a computer-generated generating summary report for eaeh the contact of - th e 
plurality of con t-aets, the summary report based on the data stream for eaeh the contact and 
transmitted by the se r ver for display on a client system, wherein the report includes 
operatio nal i nteraction flow summaries and patterns; and 

based on t he report, making real-time day-to-day decisions and process improvemen ts 
and analyzin g and producing long-term planning by aggregati n g and correlating the 
operational interaction flow summaries and patterns with data acquired lYom other decision 
support systems and transaction processing systems . 

2. (canceled) 

3. (currently amended) A method in accordance with Claim 1 further comprising 
modeling alternative strategies in advance of investment, wherein modeling alternative 
strategies comprises: 

anticipating potential interactions, fixed costs associated with each potential 
interaction, and variable costs associated with each potential interaction, the potential 
interactions being necessary to carry out the alternative strategies through each of the 
plural it y of marketing phases ; 

running reports for each alternative strategy based on status quo, best case scenario, 
and worst case scenario; 

selecting a best new planned strategy; 
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configuring fla]] an operational relationship tracking system by pop ul ating the 
datab ase with the anticipated potential interactions necessary to carry out to tra ck an 
implementation of the selected best new planned strategy as a continuum through the 
plurahtv of marketing phases and through the plurahtv of contact relationship levels within 
each marketing phase such that all potential interactions and the a ssociated relative 
interaction values and variable costs of each interaction are available to be selected by the 
operator of the system for the interaction record when th e svstem is operational; and 

linking planning to operational execution bv systematically tracking actual results in 
executing the selected best new planned strategy bv receiving over the network and recording 
in the database on the server consistent contact relationship metrics within the framework in 
an ongoing interaction record, wherein each actual interaction has an a ssociated relative 
vntgraction val ue and variable cost and wherein the interactions, the relative interaction 
yalues^_and the variabl e costs eac h rnnstitiite a data steam of contact rel ationship metrics; and 

updatin g strategy decision models with actual operatio nal variabl_e_cx)St_dataJi:o.m a 
computer- generated summary report to replace estimates , 

4.-27. (canceled) 

28. (currently amended) A method in accordance with Claim 1 further comprising 
rec e iving contact information and storing th e contact information to crcuto a contact profile 
and cross-referenc ing the received contact profil e information against a unique identifier for 
easy retrieval and update in the database on the server , wherein the contact information 
includes the ongoing interaction record. 

29. (canceled) 

30. (canceled) 

3 1 . (currently amended) A method in accordance with Claim 1 further comprising 
ru nning computer- generated reports and displaying the reports on the client system that help 
management improve upon a marketing strategy to reduce risk and maximize profits by. 
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linking planning to operational execution by systematically tracking actual results in 
e xecuting a selected best new planned strategy . 

32. (currently amended) A method in accordance with Claim 1 iiirther comprising 
r unning a com p uter-generated detailed history of past interactions, current interactions, and 
planned interactions. 

33. (canceled) 

34. (canceled) 

35. (currently amended) A method in accordance with Claim 1, wherein recording 
each actual interaction between the business and eaeh the contact of th e plurality of cont aets 
comprises receiving over the network and automatically recording each actual interaction in 
the ongoing interaction record in real time in the database on the server , wherein each actual 
interaction is initiated by at least one of the business, a contact of the plurality of contacts, 
and an automatic computer-generated trigger based on one of a previous actual interaction 
and an integrated market action plan. 

36. (currently amended) A method in accordance with Claim 33 C laim K wherein 
assigning eaeh the contact of the plurality o f- contact s to a contact relationship level of the 
plurality of contact relationship levels as each actual interaction is received over the network 
and recorded comprises assigning eaeh the contact to a contact relationship level based on 
which potential interactions of the plurality of potential interactions keep the contact assigned 
to the same contact relationship level and which of at least one trigger interaction are 
predetermined determin e d to be necessary to move e ach the contact from the first contact 
relationship level of the plurality of contact relationship levels to the second relationship level 
of the plurality of contact relationship levels and which potential interaction s ; are deter mmed 
te-b e nece ssar y to move each th e contact from a the first marketing phase to a the second 
marketing phase. 

37. (currently amended) A method in accordance with Claim 1 further comprising 
aggregating in the database on the server, as part of a data stream for a particular contact, 
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each actual interaction between the business and the particular contact to determine an 
interaction flow between the business and the particular contact within each contact 
relationship level of the plurality of contact relationship levels and within the at least one 
marketing phase, wherein the data stream for the particular contact includes a relative 
interaction value of each actual interaction between the business and the particular contact 
and a variable cost of each actual interaction between the business and the particular contact. 

38. (cuiTcntly amended) A method in accordance with Claim 37 further comprising 
aggregating the data stream in the database on the server associated with eaeh the contact 
the plurality of contacts into the data stream of all contacts of the a plurality of contacts to 
determine an interaction flow between the business and the plurality of contacts within each 
contact relationship level of the plurality of contact relationship levels and within the at least 
one marketing phase. 

39. (currently amended) A method in accordance with Claim 38 lurther comprising 
running a computer-generated g en e rating a summary report for the plurality of contacts, the 
summary report based on the aggregate data stream of the plurality of contacts , and 
displaying the summary report on the client system . 

40. (currently amended) A method in accordance with Claim 39 further comprising 
comparing the data stream for each contact of the plurality of contacts and the computer- 
genera ted summary report generated for each contact to the aggregate data stream of the 
plurality ol* contacts and the computer- generated summary report ge nerated for the plurality 
of contacts to facilitate guiding decisions and process improvements relating to relationship 
development between the business and each contact of the plurality of contacts in real time, 

41 . (currently amended) A method in accordance with Claim 38 further comprising: 

determining a computer-generated an aggregate relative interaction value for the 
plurality of contacts; and 

correlating the aggregate relative interaction value with at least one of business 
prolils, customer satisfaction, and other key performance indicators of the business, wherein 
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the aggregate relative interaction value is a leading indicator of business profits, customer 
satisfaction, and other key performance indicators of the business. 

42. (currently amended) A method in accordance with Claim 38 further comprising; 

using the a computer-generated aggregated data stream to facilitate iterative 
improvement of business performance; and 

adjusting predetermined relative interaction values to reflect new values suggested 
from results obtained from a relationship tracking system. 
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